would seem to suggest that managers continue to struggle with ethical issues. These lapses are somewhat surprising and disappointing given the heightened focus on ethical considerations within business contexts during the past decade. This increased attention to ethical issues has been reflected in the number of organizations that have adopted ethical codes (Adams et al., 2001; Sims, 1991; Sims and Keon, 1999) , the continued development of organizational ethics training programs (Chen et al., 1997; Mmkes et al., 1999; Sims, 1991) , the proliferation of ethics consulting practices (e.g., KPMG, Arthur Anderson, Ethics Resource Center), and broad-based societal pressures.
While these organizational level interventions and influences are designed to promote enhanced ethical perceptions thereby encouraging ethical behavior on the part of individuals within the organization, they are clearly not sufficient to prevent ethical lapses. Based perhaps on implicit recognition of the person-situation interactionist model of ethical decision making (Trevino, 1986) , attention has more recently shifted to individual level considerations. More specifically, the level of moral awareness and ethical perceptions of business school graduates has been called into question (Schneider, 2002) . The role of business school education in particular has been the subject of considerable debate (Bishop, 1992; Collins and Wartick, 1995; McPhail, 2001; Park, 1998) .
This study is designed, therefore, to increase our understanding of the forces that shape ethical perceptions by considering the effects of business school education as well as a number of other individual-level factors (such as culture, area of specialization within business, as well as demographic factors) that may be related to ethical perceptions. By presenting a wide range of ethical scenarios to our undergraduate "managers in training", we are able to examine possible individuallevel antecedents to ethical perceptions.
Literature review

Ethics education in business schools
Business schools and the Association to Advance Collegiate Schools of Business, International (AACSB) are currently grappling with setting standards and developing processes for ensuring effective ethics education within accredited business schools (Mangan, 2003) . While all parties agree that ethics education is critical, there is significant debate as to the most effective means to deliver such education. At the heart of the debate are two vastly different approaches to ethics education -integration of ethics education throughout the business school curriculum versus inclusion of at least one stand-alone ethics course within the curriculum.
Unfortunately, despite a rich tradition of theoretical discussion of alternative approaches to ethics education (Bishop, 1992; Collins and Wartick, 1995; McPhail, 2001; Park, 1998) , the few empirical examinations of the issue focus on the effectiveness of stand-alone courses or training (Glenn, 1992; Izzo, 2000; Okleshen and Hoyt, 1996) . For example, Okleshen and Hoyt (1996) found that when students had experience with a course in ethics there were no significant differences in the scores between New Zealand students and United States students. When the students did not have experience with an ethics course, the student score differences between the two countries were statistically significant. Surprisingly, the effectiveness of the integrated curriculum approach has not been empirically considered. Thus, our study addresses a critical gap in the extant ethics education literature.
Cultural differences
One potentially critical individual-level variable may be the cultural backgrounds of the individuals involved. There has been extensive theoretical discussion and empirical examinations of the role that different cultural value systems and teachings have on perceptions of situations involving ethical issues (Husted et al., 1996; Kracher et al., 2002; Lu et al., 1999; Okleshen and Hoyt, 1996; Palazzo, 2002; Schlegelmilch and Robertson, 1995; Thome and Saunders, 2002) . Okleshen and Hoyt (1996) , for example, surveyed undergraduate students from both the United States and New Zealand to see if there were any cultural differences with respect to their ethical decision making. When students from both countries completed the same survey that included various ethical dilemmas, there were statistically significant differences between the responses recorded by the students. American students were found to be less tolerant of unethical situations than were the New Zealand students. Although most of these studies have found differences in ethical perceptions between cultures, there are a few studies that have not. For example, Lysonski and Gaidis (1991) found that the business students from the United States, Denmark, and New Zealand reported few differences in how they perceived and made decisions regarding the ethical issues confronting them.
With the notable exception of a recent study examining geographical cultural differences (Spain et al., 2002) , most studies that consider culture rely upon a transnational framework. Given the cultural diversity that exists within the U.S., this omission is especially problematic. Moreover, this lack of attention to the potential effects of intra-national cultural diversity represents a significant gap in our understanding of cultural influences on ethical perceptions. Efforts to address this gap may also provide insights into the anomalous non-significant findings in some cross-cultural comparisons (e.g., Lysonski and Gaidis, 1991) . To the extent that the variance within the U.S. culture is greater than the variance between the different national cultures compared, past results regarding any cross-cultural comparisons may have been confounded. Thus, our study addresses this potential source of confound by directly examining the self-reported, intra-national culture of study participants.
Undergraduate discipline
A number of researchers have examined the relation between business and non-business majors and ethical perceptions (e.g., Beltramini et al., 1984; Ford and Richardson, 1994) . Given the equivocal findings, Borkowski and Ugras (1998) conducted a meta-analysis of empirical studies conducted between 1985 and 1994 to examine the relation between business/non-business majors and ethical perceptions more fully. Their results were similarly mixed and they concluded that the relationship between major and ethical perceptions is "still difficult to interpret" (p. 1117).
Surprisingly little attention has been given to differences among areas of specialization within the business major. Although areas of specialization within business enjoy a certain amount of commonality, they vary in the extent to which theories, procedures, and even faculty are rooted in other disciplines. For example, management and marketing specialties often draw from the behavioral sciences, while finance draws from the quantitative sciences. It is our contention that the variance within business majors may explain, in part, the equivocal findings in research that has simply compared business majors to non-business majors. A recent empirical study by Cohen et al. (1998) underscores the importance of examining the specific type of business major; they found significant differences in ethical awareness between accountancy majors and other business majors. Our study addresses this gap in the literature by examining area of specialization within business as it relates to ethical perceptions.
Gender
Gender effects on ethics perceptions and behaviors represent one of the fairly stable and consistent relationships that have been empirically documented (Borkowski and Ugras, 1998) . It has been noted, however, that the type of behavior or ethical issue involved is a significant moderator of gender differences (Franke et al., 1997) . Thus, it is especially important to explicitly address a range of ethical issues or behaviors when attenipting to assess gender differences. Harris (1989) investigated whether there were gender differences in decision-making with respect to five ethical constructs. His study found that females were only significantly different from males with respect to the construct of influence dealing. However, in regards to the process used to evaluate ethical situations, females significantly differed from their male counterparts, taking a position that would help the greater good versus a position that involves self-interest (Harris, 1989) . Okleshen and Hoyt (1996) used the same survey provided by Harris (1989) and looked at gender differences as well as cultural influences. They found that females significantly differed from their male counterparts with respect to issues involving fraud, influence dealing, self-interest, and deceit in the United States. In contrast, when they compared females from New Zealand to males from New Zealand, significant differences were found for only two of the five constructs, coercion and self-interest. In keeping with the previous research, this study also includes gender as a factor to explain differences in ethical perceptions.
Hypotheses
We predict that differences in ethical perceptions will be found with respect to business education, intra-national cultural influences, area of specialization within business, and gender. Specifically, participants who are nearing completion of their business education are hypothesized to be less approving of unethical behaviors than participants just beginning their business education. It is also hypothesized that female participants will be less approving of unethical behavior than their male counterparts, based on the results of previous research. Given the equivocal results of past research, the hypothesized differences for cultural influences and area of specialization within business are nondirectional.
Methodology
Participants
The study involved participants from the business school of a public university. There were 353 students who participated in the study, 38% were entering the business school, and 62% were in their last semester of the business program. The incoming student sample comprised the students from one section of a required, one unit lower division course (Introduction to the Business School) that all business majors must complete prior to beginning their major area course work. The graduating student sample comprised the students from the capstone strategy class that is to be completed during the students' final semester. Gender representation was roughly equivalent, with 170 of the participants being male (49%) and 181 participants being female (51%). The different areas of specialization (Area), and self-reported, intra-national cultural backgrounds of the participants were widely dispersed.
Procedure
The study required approximately 20 minutes of class time. First, an administrator read a set of instructions to the students. Participants were then asked to sign two copies of an informed consent. The administrator explained the survey consisted of 15 scenarios and that the participants should indicate their evaluation of each scenario by providing a one to five point rating for each. The participants were given approximately 15 minutes to complete the survey. After the completion of the survey, the participants were briefed regarding the purpose of the study and the proposed hypotheses.
Variables
Business school education. All study participants were students enrolled in one of two courses that are mandatory for all business majors. There is no one particular required ethics course at this school; rather, the school adheres to the philosophy that ethics should be integrated throughout the curriculum. Consequently, students in the initial introductory business course (Incoming subsample) and students in the senior level strategic management capstone course (Graduating subsample) were asked to participate in the study on a voluntary basis. All students who were present in class on the day the surveys were administered agreed to participate in the study.
Culture. The students were asked to indicate the culture that they identify most with, or that they were most influenced by during their upbringing (see Table I for a complete listing of all cultures described in study).
Area of Specialization.
Participants were asked to indicate their area of specialization within the business school. These areas included Accounting (ACCT), Finance/Business Law (FIN/LAW), Information Systems (IS), Marketing (MKT), and Management (MGT).
Gender. Participants were asked to indicate their gender on their survey. Ethics perceptions. Tbe study involved tbe use of a survey developed by Harris (1989) . Tbe survey consists of 15 scenarios, eacb one paragrapb in lengtb, and aU dealing witb etbical issues witbin a business setting. Tbe scenarios used in tbe study included situations that addressed deceit, fraud, influence dealing, self-interest, and coercion. Tbe students were asked to rate eacb scenario using a five point Likert scale, witb a one indicating strong approval of tbe scenario and a five indicating strong disapproval ofthe scenario. Lower scores (indicating bigber levels of approval) are considered evidence of faulty etbical perceptions; bigber scores (indicating bigber levels of disapproval) are considered evidence of more ethical perceptions.
Control variables.
Inasmuch as moral development has been considered a function of age (e.g., Borkowski and Ugras, 1998), age was included as a control variable. In addition, given the possibility tbat gender, culture, and business discipUne might interact with the potential effects of tbe integrated etbics curriculum, tbese two-way interactions were also included as controls. 
Results
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Given the interrelatedness of the dependent variables (i.e., the five different scenario scores), a multivariate analysis of covariance (MANCOVA) was used to examine each hypothesis. Due to cell size issues, it was not possible to include all the factors within a single analysis. Consequently, three analyses were used to test for significant differences in ethical perceptions for the factors (business school education, culture, and gender), using age as the covariate.
Business school education and culture. Due to cell size issues, the MANCOVA for business school education (BSE) and culture (Culture3) included only three of the self-identified culture categories (American, Asian, and Hispanic). Our results indicate that both factors (BSE and Culture3) as well as the age covariate are significantly related to scenario disapproval scores (See Table II ). More specifically, age was significantly related to disapproval scores for four of the five scenario constructs; deceit, fraud. influence dealing and coercive. This result underscores the importance of using age as a control variable. Business school education was significantly related to mean differences in ethical perceptions for three of the five scenario constructs; deceit (F = 5.014, p < 0.05), fraud (F = 4.885, p < 0.05), and coercive (F= 10.201, p < 0.01). Finally, culture was significandy related to mean differences in ethical perceptions for four of the five scenario constructs; fraud (F= 6.351, ;; < 0.01), infiuence dealing (F= 11.173, ;;< 0.001), self-interest (F= 12.878, p < 0.001), and coercive (F= 4.998, p < 0.01). Moreover, it should be noted that the deceit scenario scores approached significance as well (F= 2.881, p = 058). Table III provides the summary of these between-subjects effects. Given that the factor interaction term was also significant for three of the scenario constructs, however, these factor main effects must be interpreted in light of that interaction. Figures 1, 2, and 3 provide a graphical depiction of the significant interaction effects for each of three culture subgroups (American, Asian, and Hispanic respectively). As Figure 1 illustrates, BSE has a positive effect with respect to mean differences in ethical perceptions for two of the three significant interactions (fraud and coercive) for the American subgroup. In the case of influence dealing, however, graduating students in the American subgroup were more approving of the unethical scenarios than were incoming students. In contrast. Figures 2 and 3 indicate a consistently positive effect of business school education for the Asian and Hispanic subgroups, respectively. The positive effects are clearly more pronounced for the Hispanic subgroup across aU three scenario con- MANCOVA used to test for the impact of business school education and gender differences also resulted in significant efFects for both factors as well as the age covariate (See Table IV ). More specifically, age was again significantly related to disapproval scores for four of the five scenario constructs; deceit, fraud, influence dealing and coercive. The MANCOVA analysis indicated that BSE was related to significant mean differences in ethical perceptions for two of the five constructs; deceit (F = 8.504, p < 0.01) and fraud (F= 7.930, JJ < 0.01). Gender was significantly related to mean differences in ethical perceptions for four of the five scenario constructs; fraud (F= 11.377, p = 0.001), influence dealing (F= 13.857, p < 0.001), self-interest (F= 26.585, p < 0.001), and coercive (F = 30.959, p < 0.001). Table V provides the summary of these betweensubjects effects. These results provide partial support for the hypothesis that females will be less tolerant of unethical behavior than their male counterparts. However, the hypothesis was not supported when testing for deceit. Given that the factor interaction temi for self-interest was also significant, however, this main effect must be interpreted in hght of that interaction. Figure 4 provides a graphical depiction of the self-interest interaction effect for the male and female subgroups. As illustrated in Figure 4 , BSE has a positive effect on females with respect to self-interest, and a negative effect for males.
Business school education and area of specialization in business. The MANCOVA for BSE and Area indicated that both factors have a significant impact on mean differences in ethical perceptions. In addition, the age covariate was significant (See Table VI ). Since the interaction term was not significant, the interpretation of factor main effects is straightforward.
Shaping Ethical Perceptions
Age was significantly related to disapproval scores for four of the five scenario constructs; deceit, fraud, influence dealing and coercive. In this analysis, BSE was significantly related to mean differences in ethical perceptions for the deceit scenario construct (F = 6.443, p < 0.05) and approached significance for the coercion scenario construct (F= 3.315, p -0.07). These results are graphically depicted in Figure 5 which also includes the mean scores for each group (incoming and graduating).
There were significant differences in ethical perceptions by Area for the fraud scenario construct (F= 5.121, ;j < 0.01) and the differences with respect to the coercion construct also approached significance (F = 2.307, p = 0.058). Table VII provides the results for the tests ofbetween-subject effects for this analysis and Table VIII provides the mean scores and standard deviations for each Area. These results provide partial support for the non-directional hypothesis that area of specialization within business would have an impact on ethical perceptions.
Discussion
This study examined several possible factors that might be used to predict or explain differences in ethical perceptions. The results provide at least partial support for each of the hypotheses. Specifically, significant differences with respect to some or all areas of ethics examined were found for the factors of business school education, culture, area of speciahzation in business, and gender.
One especially interesting set of results from this study concerns a factor that has been heavily debated, but has not been previously examined in the empirical literature, the effectiveness of an integrated ethics curriculum. In this particular business school, ethics is not taught in a specific class, per se, but is instead integrated throughout all the core business classes. The mean comparisons indicated that students who are completing their undergraduate degree in business are significantly less approving of the unethical behavior in the scenarios concerning deceit, fraud, and coercion than were students at the beginning of their undergraduate program. This result supports Okleshen and Hoyt's (1996) finding that participants with ethics education experience are likely to be more disapproving of unethical behavior than those who have not had experience with ethics education.
The present study also provides support for the relevance of another previously unexamined factor for explaining ethical perceptions, U.S. intra-national cultural differences. Significant differences were found to exist in the areas dealing with fraud, influence dealing, self-interest and coercion. Thus, this study provides further support for the research that has examined other cultural variations within the U.S. (Spain et al., 2002) . Also consistent with the hypotheses, differences in ethical perceptions were found between different areas of speciahzation within business. In particular, significant differences were found among areas of specialization within business for the construct of fraud and differences in coercion scores also approached significance. These results are consistent with Cohen et al., (1998) who also found differences in ethical perceptions between different business majors. These differences within business may help to explain the equivocal findings of previous empirical studies that compared business majors to non-business majors (e.g., Borkowski and Ugras, 1998) .
Our results also provide partial support for hypothesized gender differences with respect to disapproval of unethical behavior. Specifically, as hypothesized, MANCOVA results showed that female participants were significantly less tolerant of unethical behavior than their male counterparts on four of the five ethics constructs (fraud, influence dealing, self-interest and coercion). This supports prior results from the ethics hterature; for example, Okleshen and Hoyt (1996) found that females were less tolerant of unethical behavior. Moreover, Franke et al. (1997: 920) , in their meta-analysis of gender and ethical perceptions, found that women were ".. .more hkely than men to perceive specific hypothetical business practices as unethical".
Implications
The current study identifies several factors that may relate to differences in ethical perceptions. One of the most heartening findings is that tolerance for unethical behavior appears to decrease with formal business education. In some respects, this finding is counter-intuitive. That is, there appears to be a commonly held belief (or stereotype) that business students are only interested in the bottom line or even that business schools transform idealistic freshman into self-serving business graduates. Civen the heightened criticism of the ethicality of managerial behavior, it is encouraging to note that individuals are, in fact, positively affected by formal ethics training, even as adults. Previous research has examined the effectiveness of stand-alone business ethics courses or ethics training on ethical perceptions (Clenn, 1992; Izzo, 2000: Okleshen and Hoyt, 1996) , but has not empirically examined integrated approaches. This is the first study to do so and it suggests that an integrated approach can serve to increase awareness of ethical issues. Civen the on-going debate as to how to most effectively raise the level of ethical awareness within business, additional research focused on comparisons between these two approaches to ethics' education would be worthwhile.
Overall, females were less approving of unethical behavior than males. As is tbe case witb any gender difference, it is important to consider possible explanations for why tbese differences may exist. This is especially critical given the differential results associated with gender. Clearly, any consideration of gender effects must include other demographic variables as well in order to avoid inaccurate attributions. Similarly, the differences between cultures witb respect to tolerance for unethical behaviors need to be examined. Tbese demographic differences may have increased importance as the domestic workforce continues to become more diverse. In addition, these demographic differences may have important implications for bow ethical training and education programs are designed. That is, such programs sbould take into account how cultural and role pressures may affect ethical perceptions.
We found significant differences in ethical perceptions for both intra-nadonal culture and area of specialization within business. Previous research in tbis area bas generally aggregated cultures by country and majors by business versus non-business. This study suggests that this aggregated approach may not be appropriate for examining precursors to ethical awareness and offers a possible explanation for the previous equivocal findings with respect to these factors.
Strengths
Tbis study has a number of strengtbs. First, tbis study used an established apparatus (Harris, 1989) examined in previous research (e.g., Okleshen and Hoyt, 1996) . Second, the fairly large sample size allowed us to make comparisons on several factors (e.g., gender, cultural background) witb sufficient statistical power. Finally, a number of variables were included tbat have not been fuUy examined by previous research such as integration of ethics across the core curriculum, area of specialization, and intra-national cultural differences.
Limitations
While the results of this study indicate significant differences on a number of constructs, tbere are sample hmitations that may have influenced the results. For instance, tbere were sample size issues for certain cultures that created analytical problems (See Table I ). Consequently, we were only able to include the three largest intra-national culture groups (i.e., American, Asian, and Hispanic) in our analysis. This study was also hmited to one business school. To tbe extent that business schools vary in their integration of ethics throughout tbe curriculum, the findings from this study may or may not generalize. Finally, the cross-sectional data does not allow for causal inferences; rather, we are able only to note that associations exist. A longitudinal research design with true panel study data would allow for more rigorous causal assertions in subsequent studies.
Future research
There are several promising areas for future research. First, this study needs to be replicated in other universities. Perhaps there are key components of integrated ethics curriculum (such as common syllabii, etc.) tbat lead to lower tolerance for unethical behavior. If so, these components need to be identified. Given that future managers' disapproval of unethical situations can improve witb formal integrative training, the next logical question is whether this disapproval is sustained, decreased, or increased as graduates acquire more professional experience as managers. That is, do a manager's ethical perceptions cbange over time?
Another question that needs to be addressed is wby differences exist in ethical perceptions among areas of speciahzation. Are there certain aspects of disciphnes (e.g., social science influence versus quantitative influence) that relate to higher or lower ethical perceptions? Or are individuals with certain ethics-related characteristics attracted to particular areas of speciahzation?
With the increase in globalization, tbis area of study is especially important for learning more about tbe effects of different cultural groups. It would be especially helpful to conduct a similar study in a number of different countries that vary in cultural attributes, sucb as individualism-collectivism. Perbaps tbese differences bave a significant impact on how people perceive situations, make decisions, and whether they view scenarios as being etbical or unetbical.
Our results represent a modest step in enhancing our understanding of the complex relationships underlying ethical perceptions. Clearly, the areas of ethics education and ethical perceptions are ripe for further research and are critical for restoring trust in business.
Harris survey
Tbe following situations describe some aspect of business practice. You are asked to evaluate eacb scenario and respond with your degree of approval or disapproval of the described action. After eacb situation, tbere will be a scale such as tbe following: commission and bonuses, his annual salary averages about $32,000. Doug has made it a practice of supplementing his salary by at least $1200 by padding his expense account. He rationalizes this behavior by saying tbat everyone else in tbe business is doing it. D. Frank Pollard, Executive Vice President of" United Industries calls the personnel director of one of their major suppliers and asks in a non-threatening way that his nephew be interviewed for a job in their organization. The personnel director complies with Pollard's request and arranges for tbe interview. Pollard's nephew fails miserably on the aptitude test, which is required of all applicants, but is hired anyway because United is one of their biggest accounts. Please indicate your response by circling the number that best describes your feehngs regarding tbe situation as explained. A. Daily, Inc. is a leading manufacturer of breakfast cereals. Conscious of tbe market shift toward more healthful foods, it recently added a line of all fiber cereals to capitalize on this trend and directed its advertising agency to prepare ad copy which stresses that this cereal helps prevent intestinal cancer among regular users, even though there is no scientific evidence to prove or disprove this fact. B. State Electric, a publicly beld electrical generating company, is faced with rapidly escalating costs of its low sulfur coal which it purchases from midwestem supphers. Reliable estimates show this price trend to continue over the next 5 years necessitating an across-the-board price increase to customers. Lower cost, high sulfur coal is readily available, however its use will increase State's overall pollution emissions by 25%. Management opts for tbe bigb sulfur coal ratber than raising tbe cost per KWH to customers. C. Doug Watson is a salesman for Delta Drug Company and is responsible for calling on botb physicians and pbamiacists in a two state area. With series ANYTOWN VICE. The sponsor has been approached by a national coalition of concerned citizens as to the impact of tbis program on tbe morals of today's youtb. The coalition demands that tbe sponsor exert its influence on the show's producer to tone down the sex and violence on the program. The sponsor's reply to tbe coalition is, in essence, that "our job is to sell cars not to censor what tbe pubhc wants to watcb on TV". F. Kiddie Textiles, Inc., a manufacturer of children's sleepwear, responded to the appeal by tbe National Safety Council and treated its entire fall line with the flame retardant agent, TRIS. Research found tbis to be a carcinogenic agent and TRIS treated textiles were subsequently banned from sale in the U.S. Left with more than one million dollars in inventory of tbe banned products. Kiddie sold tbe entire lot at cost to an export agent whom it was sure would sell the TRIS treated sleepwear to markets in underdeveloped countries which had no sucb ban. G. The U.S. Patent Office recently issued an exclusive patent to Tiger Automotive for a fuel efficient device wbicb has been proven to increase the average car's mileage by 45%. Given that Tiger is protected from direct competition by its patent, it has decided to price its new product at $45 to auto parts dealers even though it costs less than $1 to produce and distribute. H. A major supermarket chain. Big Save, has been approached by a group of community leaders requesting that the firm open a store in the innerĉ ity. They desire that low income famihes, who have httle access to the better priced supermarkets in the suburbs, be given an alternative over the higher priced, small grocers who serve the inner-city market. Citing higher costs of facilities and greater potential losses due to pilferage and vandalism. Big Save decides not to comply with the group's request. I. National Corporation is a primary contractor for military hardware. Because its revenues are tied directly to government defense spending, management monitors the voting records of members of Congress relative to defense spending issues. As a result, the employees of National have formed a poHtical action committee (PAC) to provide campaign funds to support candidates who favor their interests. J. Johnny Jones is the sales manager for a local automobile dealership. One of his responsibilities is to train new salespersons as they come into the organization. Experience has shown that one of the most difficult tasks in selling automobiles, as in selling other goods, is closing the sale. Jones feels that some customers need to be helped into the decision to buy a particular car, so he teaches his new salespersons several high pressure techniques proven to be successful in closing the sale. K. First Department Stores, with six suburban locations throughout the metropolitan area, is the largest advertiser in The Planet Daily News. The newspaper has been running a series of articles to educate consumers how to better protect their interests in the marketplace. Steve Adams, President of First Department Stores, hears by the grapevine that next Monday an article highly critical of First's credit policies will be featured in the newspaper.
